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Abstract 
 
Previous research has shown that negative urgency impulsivity is associated with 
compulsive buying even after controlling for depression.  The aim of the present study was to 
replicate this finding, and to examine if financial management practices mediated this 
relationship. A community sample of 162 participants (34 male and 128 female), aged between 
18 and 82 years, completed online self-report questionnaire measures.  As expected, results 
revealed (1) significant positive associations between compulsive buying and both negative 
urgency impulsivity (NUI) and psychological distress; and (2) a significant negative association 
between compulsive buying and financial management practices. We also found that after 
controlling for psychological distress (3) NUI was still significantly correlated with compulsive 
buying, and (4) financial management practices partially mediated the relationship between NUI 
and financial management practices.  Our findings are consistent with an extension of the theory 
that compulsive buying is motivated by relieving negative mood states (Faber & Christenson, 
1996); positing both negative affect-driven impulsivity and psychological distress as important 
factors in understanding compulsive buying.  These findings also support current cognitive-
behavioural interventions for the treatment of compulsive buying that target psychological 
distress, negative urgency impulsivity, and financial management practices.   
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The role of Negative Urgency Impulsivity and  
Financial Management Practices in Compulsive Buying  
 
Buying is a normal part of life and many individuals often purchase items that they do not 
need or buy things impulsively and excessively.  However, for some individuals, excessive 
impulse buying can become a severe compulsive buying problem with devastating financial and 
interpersonal consequences (DeSarbo & Edwards, 1996).  Such compulsive buying has been 
defined as (a) a recurrent preoccupation with buying and/or irresistible or disturbing urges to 
buy; (b) repetitive buying experienced as uncontrollable; and (c) causing significant 
psychological, social and/or financial harm (American Psychiatric Association, 2000; Dittmar, 
2004; McElroy, Keck, Pope, Smith, & Strakowski, 1994) and is estimated to affect 5.8% of the 
population (Koran, Faber, Aboujaoude, Large, & Serpe, 2006).  Despite the magnitude of this 
issue, discrepancy remains between compulsive buying theories that largely focus on the role of 
negative mood regulation (e.g., Faber & Christenson, 1996) and recent research supporting the 
fundamental influence of impulsive personality on compulsive buying (Billieux, Rochat, 
Rebetez, & Van Der Linden, 2008).  Moreover, the influence of financial management practices 
on impulsivity in the context of compulsive buying has not been accounted for in both theory and 
research.  The current study aimed to find further evidence of the relationship between 
impulsivity and compulsive buying tendencies and to examine the potential mediating impact of 
financial management practices on this relationship. 
Compulsive Buying and Negative Mood Regulation 
Established theories underscore the importance of negative mood regulation in explaining 
compulsive buying (Dittmar, 2005; Faber, 2004; Faber & Christenson, 1996; Faber & Vohs, 
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2004).  Notably, Faber and Christenson (1996) proposed that compulsive buying is motivated by 
relieving negative mood states.  This theory has been consistently supported by empirical 
evidence.  For instance, Faber and Christenson (1996) compared the self-reported mood states of 
24 compulsive buyers with a matched group of non-compulsive buyer controls and found that 
compulsive buyers recalled more frequent negative mood states prior to shopping and greater 
mood change immediately following buying.  A number of studies have reported similar results 
(Christenson, Faber, de Zwaan, & Raymond, 1994; Elliot, 1994; Miltenberger et al., 2003; 
Mueller et al., 2012).  Many authors concur with the mood regulation explanation.  Miltenberger 
and colleagues (2003), for example, suggested that compulsive buying episodes facilitated 
negative emotion improvement.  This view is consistent with evidence that recognised drugs 
used for the treatment of mood disorders (i.e., antidepressants and mood stabilisers) were also 
effective in reducing or preventing compulsive buying urges and behaviour (Black, Monahan, & 
Gabel, 1997; Koran et al., 2002; McElroy et al., 1994).   
Conversely, recent empirical evidence has challenged the idea that compulsive buying is 
driven by alleviating negative affect.  Williams (2012a) randomly allocated participants to either 
negative or positive mood induction procedures.  Interestingly, regardless of the mood induction 
condition, compulsive buyers reported greater urges to buy, purchased more items, and spent 
more money than a control group.  Furthermore, they were also significantly faster at making 
purchasing decisions than a pathological gambling group.  In another paper using the same 
sample, Williams (2012b) found that the compulsive buying group was just as impulsive as the 
pathological gambling group (as measured by self-report and behavioural responses) and 
significantly more impulsive than a healthy control group.  These results suggested that 
impulsivity rather than mood regulation was the key causal factor in compulsive buying.   
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The Role of Negative Urgency Impulsivity 
Consistent with Williams’ (2012a & b) findings, recent studies have shown that 
compulsive buying was associated with measures of impulsivity and, in particular, negative 
urgency impulsivity. Negative urgency impulsivity is defined as a disposition to experience 
inhibition difficulties and react to adverse negative affect despite future negative consequences 
(Cyders & Smith, 2008).  Billieux and colleagues (2008) evaluated 150 participants (mainly 
students) on self-report measures of compulsive buying, trait-level anxiety, depression, and 
impulsivity.  They found that compulsive buying was associated with negative affect and 
different forms of impulsivity (lack of premeditation, lack of perseverance, and urgency).  
However, only negative urgency impulsivity significantly predicted compulsive buying after 
controlling for depression.  Other studies have corroborated a significant positive relationship 
between negative urgency impulsivity and compulsive buying (Billieux, Gay, Rochat, & Van der 
Linden, 2010; Williams & Grisham, 2011).  In interpreting results, Billieux and colleagues 
(2008) maintained the idea of negative mood regulation but favoured negative affect-driven 
impulsivity as the principal motivator of compulsive buying.  This explanation is consistent with 
Cyders and Smith’s (2008) view that individuals with greater dispositional negative urgency 
impulsivity are more prone to managing their negative affective states through engaging in 
maladaptive behaviours.  In other words, both impulsivity and negative mood regulation are 
important components of compulsive buying.  Such a view is consistent with Kellett and 
Bolton’s (2009) cognitive-behavioural model of compulsive buying, which suggests that 
impulsivity is an antecedent factor whereas negative mood regulation is a factor that has impact 
during the act of buying.   
The role of Financial Management Practices 
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Recent empirical evidence has not only supported negative urgency impulsivity as a 
predictor of compulsive buying (Billieux et al., 2008) but also financial management practices 
(Lo & Nigel, 2011; Pham, Yap, & Dowling, 2012).  Financial management practices provide a 
vigilant approach for handling household assets and liabilities to improve financial status, which 
integrates cash management, credit management, capital accumulation, risk management, 
retirement and estate planning, and general management (Parrotta & Johnson, 1998).  Pham and 
colleagues (2012) evaluated 118 participants on self-report measures of compulsive buying, 
financial management practices, financial attitudes, and materialistic values.  They found that 
financial management practices significantly predicted compulsive buying and astute financial 
management lessened the influence of materialistic values on compulsive buying.  While it is 
currently not known whether general financial management practices have any influence on the 
relationship between negative urgency impulsivity and compulsive buying, there is evidence that 
greater impulsivity is associated with poorer financial management practices (Ottaviani & 
Vandone, 2011).  It follows that one of the pathways that impulsivity might impact on 
compulsive buying is through its association with financial management practices (see Figure 1).   
----------------------------------------------------- 
Insert Figure 1 here 
------------------------------------------------------ 
Rationale, Aims and Hypotheses 
Recent empirical evidence have shown a positive relationship between negative urgency 
impulsivity and compulsive buying (Billieux et al., 2010; Billieux et al., 2008; Williams & 
Grisham, 2011).  We suggest that this relationship might be partly due to an association between 
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negative urgency impulsivity and poor financial management practices.  It was hypothesised 
that: (1) compulsive buying would be positively correlated with negative urgency impulsivity 
and psychological distress; (2) compulsive buying would be negatively correlated with financial 
management practices.  In addition, we hypothesised that after controlling for psychological 
distress, (3) negative urgency impulsivity would be significantly correlated with compulsive 
buying and (4) financial management practices would partially mediate the relationship between 
negative urgency impulsivity and compulsive buying.   
Method 
Participants  
The current community sample consisted of voluntary participants recruited through 
word of mouth, circulating informational flyers at shopping centre entrances, online forums, and 
social networking sites.  There were 177 participants (37 male and 140 female) who commenced 
the survey but only 162 participants (34 male and 128 female) completed the survey (91.5% 
completion rate) and were included in the final sample.  These participants’ ages ranged from 18 
to 82 years (M = 36.20 years, SD = 12.77 years).  Further details of the sample are reported in 
Table 1.  
 
----------------------------------------------------- 
Insert Table 1 here 
------------------------------------------------------ 
Materials  
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Participants were administered a set of questionnaires to assess demographics, 
compulsive buying, psychological distress, impulsivity traits, and financial management 
practices. Demographic information collected included gender, age, education level, employment 
and marital status, accommodation, credit card use, debt, and annual income.  Measures are as 
follows.  
Compulsive Buying Scale (CBS; Faber & O’Guinn, 1992).  The 7-item CBS instrument 
was used to measure the severity of compulsive buying in participants (e.g. ‘bought myself 
something in order to make myself feel better’).  The first item concerned extent of agreement 
(measured using a 5-point Likert scale: 1 = ‘strongly agree’ to 5 = ‘strongly disagree’) and the 
following six items related to frequency (measured using a 5-point Likert scale: 1 = ‘very often’ 
to 5 = ‘never’) of engaging in stated behaviours.  Faber and O’Guinn’s (1992) equation provided 
an index of compulsive buying severity; lower scores indicated greater compulsive buying but a 
score equal to or less than -1.34 suggested clinically significant compulsive buying.  As a clinical 
screener, the CBS has shown good internal consistency reliability (Cronbach’s alpha α = .95) and 
reasonable criterion and construct validity (e.g. weighted scoring equation correctly classified 
approximately 88 per cent of participants) (Faber & O'Guinn, 1992).  Cronbach’s alpha in the 
current sample was good (α = .79).  There were 13 participants (8%) in the final sample of (n = 
162), who received a CBS score of less than or equal to -1.34.   As compulsive buying was 
examined on a continuum similar to some past studies (Joireman, Kees, & Sprott, 2010; Mowen 
& Spears, 1999; Rose, 2007), CBS scores were treated as a continuous rather than discrete 
variable.   
The UPPS-P Impulsivity Scale (Lynam et al., 2006).  This 59-item instrument is a revised 
version of the UPPS Impulsive Behavior scale (Whiteside & Lynam, 2001), which has 
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reclassified the original Urgency subscale as Negative Urgency and included a Positive Urgency 
subscale.  The UPPS-P has five impulsivity trait subscales: (lack of) Premeditation, Negative 
Urgency, Sensation Seeking, (lack of) Perseverance, and Positive Urgency.  Participants rated 
each item on a 4-point Likert scale (1 = ‘agree strongly’ to 4 = ’disagree strongly’).  In the 
current study, only the Negative Urgency subscale data was analysed (12 items e.g. ‘when I feel 
bad, I will often do things I later regret in order to make myself feel better now’).  All items 
except one were reverse-scored.  The means of item scores were calculated; greater mean scores 
reflected higher negative urgency impulsivity.  The Urgency (now Negative Urgency) subscale 
was found to have good internal consistency (α =.86) and criterion/concurrent validity (i.e. 
correlated with all six dimensions of Neuroticism in McCrae and Costa’s (1990) well-established 
NEO-PI-R) (Whiteside & Lynam, 2001).  Cronbach’s alpha in the current sample was high (α = 
.89).   
Financial Management Scale (FMS; Parrotta & Johnson, 1998).  The 35-item FMS was 
used to evaluate general financial management practices including cash management, credit 
management, retirement and estate planning, risk management, general management, and capital 
accumulation (e.g. ‘I regularly set money aside for possible unexpected expenses’).  Items were 
rated using a 5-point Likert scale (1 = ‘not typical’ to 5 = ‘typical’).  All item scores were added 
together allowing for eight reverse-scored items; higher scores indicated better financial 
management practices.  The FMS was shown to have suitable construct validity and good 
internal consistency (α =.86) (Parrotta & Johnson, 1998).  Cronbach’s alpha in the current 
sample was high (α = .93), which excluded question 3 (‘sometimes I write bad cheques or ones 
with insufficient funds’) due to zero variance.  Accordingly, a revised 34-item FMS scale was 
used in present study data analyses.   
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Depression Anxiety Stress Scale (DASS; Lovibond & Lovibond, 1995).  The 21-item 
DASS instrument was used to measure degree of distress using three subscales consisting of 
seven items each: depression (e.g., ‘I felt that life was meaningless’), anxiety (e.g., ‘I 
experienced trembling in my hands’), and stress (e.g., ‘I found it hard to wind down’) symptoms.  
Statement items were rated on a 4-point scale pertaining to the extent they applied over the last 
week; initially coded online from 1 = ‘did not apply to me at all’ to 4 = ‘applied to me very 
much, or most of the time’ but converted to a scale range from 0 to 3 prior to analyses.  The item 
scores of each subscale were summed and multiplied by two; subscale scores were added to give 
the DASS Total score.  The DASS Total scale was demonstrated to have good internal 
consistency (α =0.93) as well as criterion/concurrent validity (i.e. correlated with well-
established measures of anxiety and depression) (Henry & Crawford, 2005).  Cronbach’s alpha 
in the current sample was high (α = .94).   
Procedure  
Ethics approval was obtained from the RMIT College Human Ethics Advisory Network 
(CHEAN).  Participants read the online Participant Information Statement and proceeded 
answering the web-based questionnaire (administered using www.surveymonkey.com) if they 
gave their consent and were aged 18 years or over.  This survey required approximately 25 
minutes to complete.  Statistical analyses were conducted using SPSS (version 17.0).   
Design and Analysis 
The present study used a non-experimental design involving correlation and multiple 
regression analyses to determine relationships among variables and influence of predictors 
(DASS-Total distress, UPPS-P negative urgency, and FMS financial management) on the 
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dependent variable (CBS compulsive buying).  Subject to lower CBS scores representing greater 
compulsive buying, the operationalised forms of the first two hypotheses were inversed as 
follows: (1) CBS compulsive buying would be negatively correlated with UPPS-P negative 
urgency and DASS-Total distress; (2) CBS compulsive buying would be positively correlated 
with FMS financial management and (3) CBS compulsive buying would be negatively correlated 
with UPPS-P negative urgency even after controlling for DASS-Total distress.  To test the 
hypothesised mediation model, a bootstrapping procedure (using biased controlled and 
accelerated confidence intervals from 5000 bootstrap samples) was conducted to estimate the 
indirect, direct and total effects of UPPS-P negative urgency on CBS compulsive buying through 
the mediating variable of FMS financial management practices (Preacher and Hayes, 2008).  
DASS-Total distress was included as a covariate in the model.  The SPSS bootstrap macro 
(INDIRECT) was used to analyse the data (http://www.afhayes.com).   
Results 
Preliminary analyses 
Tests of assumptions showed excessive skewness and kurtosis evident for both DASS-
Total distress (positive skewness = 6.82; positive kurtosis = 3.63) and CBS compulsive buying 
(negative skewness = -5.74; positive kurtosis = 5.40), according to z-score significance tests (p < 
.01) (Field, 2008, 2009).  This was consistent with the Kolmogorov-Smirnov test that showed 
both CBS compulsive buying and DASS-Total distress scores significantly deviated from normal 
distributions, D(162) =0.10, p = .001 and D(162) =0.16, p < .001, respectively.  Furthermore, 
visual inspection of boxplots indicated one extreme univariate outlier for CBS compulsive 
buying across all variables.   
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Main analyses 
Due to violations to the normality assumption, the non-parametric Spearman’s correlation 
coefficients were used to calculate all intercorrelations between CBS compulsive buying, DASS-
Total distress, UPPS-P negative urgency, and FMS financial management.  Means are shown in 
Table 2.  The mean CBS compulsive buying score was well above the cut-off (< -1.34) for 
clinically significant compulsive buying.  There was a significant negative correlation found 
between DASS-Total distress and CBS compulsive buying, rs (160) = -.30, p < .001.  There was 
a significant negative correlation demonstrated between UPPS-P negative urgency and CBS 
compulsive buying, rs (160)  -.31, p < .001.  FMS financial management was significantly 
positively correlated with CBS compulsive buying, rs (160) = .40, p < .001.  These correlations 
were each deemed medium effect size (i.e. ≥.30 & < .50) (Cohen, 1988, 1992).  A partial 
Spearman’s correlation was conducted to test hypothesis 3.  Results showed that UPPS-P 
negative urgency remained significantly negatively correlated with CBS compulsive buying even 
after controlling for DASS-Total distress, rs (159) = -.21, p = .008.  Although not hypothesised, 
we also tested and found a significant correlation between DASS-Total distress and CBS 
compulsive buying after controlling for UPPS-P negative urgency, rs (159) = .194, p = .014.   
----------------------------------------------------- 
Insert Table 2 here 
------------------------------------------------------ 
To test hypothesis 4, a multiple regression and bootstrapping procedure was used to 
assess indirect effects of the proposed mediation model (Preacher & Hayes, 2008).  Results 
showed a significant effect of UPPS-P negative urgency on FMS financial management (a = -
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13.23, p < .001), a significant direct effect of FMS financial management on CBS compulsive 
buying (b = .022, p < .001), a significant total effect of UPPS-P negative urgency on CBS 
compulsive buying (c = -.831, p < .001), and a significant but reduced direct effect of UPPS-P 
negative urgency on CBS compulsive buying (c’ = .547, p = .020).  The partial effect of DASS-
total distress was not significant (p = .13).  The indirect effect of UPPS-P negative urgency on 
CBS compulsive buying through the mediating variable of FMS financial management was 
significant, a X b = -.28, 95% CI: [-.558, -.107].   
Discussion  
The results supported all hypotheses.  Compulsive buying was positively correlated with 
both negative urgency impulsivity and psychological distress.  Compulsive buying was 
negatively correlated with financial management practices.  Moreover,  negative urgency 
impulsivity was significantly correlated with compulsive buying even after controlling for 
psychological distress.  Finally, the results showed that financial management practices partially 
mediated the relationship between negative urgency impulsivity and compulsive buying.   
Influence of Negative Urgency Impulsivity  
The significant positive association found between compulsive buying and negative 
urgency impulsivity in the current study was consistent with previous research (Billieux et al., 
2010; Billieux et al., 2008; Williams & Grisham, 2011).  However, the present study revealed 
only a moderate correlation compared to strong correlations found in previous studies (Billieux 
et al., 2008; Williams & Grisham, 2011).  Moreover, confirmation of the third hypothesis 
verified previous empirical evidence that negative urgency impulsivity significantly predicted 
compulsive buying after controlling for negative affect (Billieux et al., 2008).  However, the 
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current study did not replicate the prior finding that negative urgency impulsivity rather than 
negative affect significantly predicted compulsive buying (Billieux et al., 2008).  Instead, the 
present study found that both psychological distress and negative urgency impulsivity had 
independent effects on compulsive buying.   
Independent effects of psychological distress and negative urgency impulsivity on 
compulsive buying found in this study were consistent with Kellett and Bolton’s (2009) model 
that posits a critical role for both impulsivity and negative mood regulation factors.  Consistent 
with Faber and Christenson (1996), compulsive buying is motivated by relieving psychological 
distress but should also be attributed to the impulse control difficulties that arise when 
individuals experience negative affect.  Accordingly, present findings also challenged Billieux 
and colleagues (2008) argument that negative affect-driven impulsivity is the principal motivator 
of compulsive buying as opposed to negative affect regulation.  Findings of the current study are 
consistent with Cyders and Smith’s (2008) theory that individuals characterised by negative 
urgency impulsivity are more prone to regulate their negative affective states through engaging 
in maladaptive behaviours.  However, in cases of compulsive buying, the present study 
highlights the importance of the desire to exclusively regulate negative affect irrespective of 
inhibition difficulties.   
Effect of Financial Management Practices  
The medium size negative correlation between financial management practices and 
compulsive buying found in this study was consistent with past research (Pham et al., 2012).  
The results also supported the proposed mediation model.  Individuals with a more impulsive 
personality are also more likely to have problems with learning the habit of good financial 
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management.  The inability to save money and manage one’s credit card debt then becomes a 
contributing factor to compulsive buying problems.   
Clinical Implications 
The current study examined compulsive buying behaviour existing along a continuum, 
similar to some past studies (Joireman, Kees, & Sprott, 2010; Mowen & Spears, 1999; Rose, 
2007), using a community sample with mean scores almost two standard deviations above the 
clinical threshold of -1.34.  Accordingly, the following suggested clinical avenues apply to the 
general public experiencing varying degrees of compulsive buying behaviour rather than 
exclusively for individuals experiencing clinically significant compulsive buying.   
Based on current findings, we suggest that in addition to dealing with psychological 
distress and financial management practices, interventions for compulsive buying should also 
target negative affect-driven impulsivity. For example, an initial short-term approach for 
targeting negative urgency impulsivity might involve stimulus control and systematic exposure.  
Past research has shown stimulus control and in vivo exposure were effective for initially ceasing 
pathological gambling (Echeburua & Fernandez-Montalvo, 2002).  Along the same lines, an 
intervention for compulsive buying might involve: (a) identifying and initially avoiding triggers 
of negative emotion; and (b) gradually increasing exposure to these risks and extending time 
frames before responding to overcome impulsive behavioural reactions under psychological 
distress.   
Alternatively, mindfulness-based interventions may also be suitable for long-term 
management of both negative urgency impulsivity and psychological distress that influence 
compulsive buying.  Mindfulness-based interventions are concerned with increasing awareness 
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and acceptance of triggers and internal reactions (e.g., negative affect) and promoting intentional 
rather than reactive behavioural responses (Bowen et al., 2009).  Mindfulness-based approaches 
have been recommended for treatment of addictive behaviours, such as substance abuse (Bowen 
et al., 2009; Witkiewitz & Bowen, 2010), and appear suitable for compulsive buying given the 
emphasis on acquiring acceptance of emotions and control over impulsive behaviour  In the 
context of compulsive buying, mindfulness-based treatment may involve: (a) greater awareness 
of triggers for psychological distress and urges to engage in compulsive buying behaviour; (b) 
acceptance and tolerance of psychological distress rather than impulsively reacting and engaging 
in compulsive buying; and (c) developing alternative means of coping with psychological 
distress and non-reactive behaviour that supports one’s long-term goals and attracts positive 
future consequences.   
The mediational role and independent effect of financial management practices on 
compulsive buying supports financial management skills training in the prevention and treatment 
of compulsive buying.  Past studies have successfully demonstrated the efficacy of group 
cognitive-behavioural interventions for compulsive buying which included instructions on cash 
management and discontinuing credit card use (Mitchell, Burgard, Faber, Crosby, & de Zwaan, 
2006; Mueller et al., 2008).  Interestingly, Mueller and colleagues (2010) found that clients who 
were impulsive had poorer treatment response.  Collectively, these treatment study findings 
support independently addressing both financial management practices and negative urgency 
impulsivity in cases of compulsive buying.   
Limitations  
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Results of the current study should be interpreted in light of methodological issues.  
Firstly, as mentioned, caution should be taken when generalising our findings to individuals with 
clinical levels of compulsive buying. Nevertheless, it should be noted that our sample still 
comprised individuals with clinically significant compulsive buying problems; the prevalence of 
clinically significant compulsive buying in the sample (8%) was higher than the estimated 
prevalence in the American population (5.8%) (Koran et al., 2006).  Furthermore, unlike 
previous studies (e.g., Billieux et al., 2008), the majority of participants were not university 
students and as such the sample was somewhat more representative of the general population.    
Another limitation related to the small proportion of males compared to females in the 
current sample, indicating a gender bias that may have restricted generalisation of results to 
males.  A recent epidemiological study estimated prevalence of compulsive buying as similar 
across males (5.5%) and females (6.0%) (Koran et al., 2006) and therefore, more males should 
have been included in the current sample to investigate compulsive buying in the general 
population.   
The outcomes of this study were also limited by the exclusive use of self-report measures 
and thus relied on participant’s ability to report accurately on their buying behaviours and 
financial management practices.  Finally, this study was correlational and cross-sectional and 
therefore identified relationships did not imply causation. Future research using longitudinal 
designs may elucidate a perpetuating cycle of compulsive buying involving financial 
management practices, psychological distress, and negative urgency impulsivity. 
Conclusion 
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The present study supported all the stated hypotheses.  Our findings provide further 
evidence of the role of negative urgency impulsivity in compulsive buying.  This supported an 
extension of the theory that compulsive buying is motivated by relieving negative mood states 
(Faber & Christenson, 1996); positing negative affect-driven impulsivity and psychological 
distress both influencing compulsive buying.  Furthermore, financial management practices were 
shown to have an independent effect on compulsive buying and partially mediated the 
relationship between negative urgency impulsivity and compulsive buying.  The current findings 
suggest that interventions for compulsive buying should include methods for dealing with 
psychological distress and negative urgency impulsivity as well as improving financial 
management practices.   
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Table 1. 
Demographic details of the sample (N = 162) 
Demographic n % 
Education   
        High school or less 28 17.3 
        Currently in University 18 11.1 
        University degree 116 71.6 
Employment status   
        Part-time employment (< 40 hours) 54 33.3 
        Full-time employment (≥ 40hours) 70 43.2 
        Unemployed  38 23.5 
Personal income   
         <$50,000 86 53.1 
         $50,000 - $100,000 57 35.2 
         ≥ $100,000 19 11.7 
Household income   
         <$50,000 31 19.1 
         $50,000 - $100,000 62 38.3 
         ≥ $100,000 69 42.6 
Number of Credit Cards   
        0 34 21.0 
        1 75 46.3 
        ≥ 2 53 32.7 
Debt (not including mortgage)   
       <$5,000 108 66.7 
       $5,000 - $20,000 23 14.2 
        ≥ $20,000 31 19.1 
Note. All currency in Australian dollars.   
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Table 2 
Means (including 95% Confidence Intervals), Standard Deviations, and Spearman’s 
Correlations among CBS, DASS-Total, NUI, and FMS (n =162) 
Variables  M (SD) 95% CI CBS DASS-T NUI 
CBS  1.16 (1.62) [0.91, 1.41]     
DASS-Total  27.40 (22.13) [23.96, 30.83] -.30*   
NUI 2.28 (0.57) [2.19, 2.37] -.31* .44*  
FMS  111.39 (26.36) [107.30, 115.48] .40* -.27* -.33* 
Note. CBS = Compulsive Buying Scale; DASS-Total = Depression Anxiety Stress Scale Total; 
NUI= UPPS-P Negative Urgency Impulsivity Subscale; FMS = Financial Management Practices 
Scale; CI= Confidence Interval.   
*p< .001 
 
 
Running head: NEGATIVE URGENCY IMPULSIVITY AND COMPULSIVE BUYING    28 
  
 
 
 
 
 
 
 
 
 
 
Figure 1. Proposed mediation model. Negative urgency impulsivity exerts effects on the 
mediating variable (financial management practices) (a path), which in turn influences the 
compulsive buying (b path). Negative urgency impulsivity has a direct effect on compulsive 
buying, when controlling the mediator (c’ path). The total effect of negative urgency impulsivity 
on compulsive buying is the c path.  
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